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ABSTRACT 
The study examined the opinion of 
fishermen and fish buyers on middlemen of 
Doro Baga fish market. 240 respondents 
were used as samples with the aid of 
structured questionnaire, using stratified 
random sampling technique. Descriptive 
statistics was used to analyze the data 
obtained. The study revealed that majority 
of the fishermen (75%) highly depend on 
these selling brokers to sell their fish for 
them because their financial support 
comes from the selling brokers, moreover 
they do not have a stand in the market. 
Among the fish buyers, especially those 
that buy directly for consumption, see the 
brokers as people that create confusion 
during transaction. But 55% of the fish 
buyers believed that brokers keep the 
business flowing through their support of 
the fishermen. While the major problem of 
the fishermen with the selling brokers is 
getting the loan from the brokers 
especially when the fisherman is new in 
the area or business and on the other side, 
brokers only give the fish buyers grace of 
two to three days when they don’t have 
money, after that the broker would sell the 
fish to another buyer. These problems can 
be solved when a strong relationship is 
established between the fishermen, selling 
brokers, and fish buyers, or when the 
government intervenes by giving loans to 
the fishermen.        
Keywords: Middlemen (brokers), 
fishermen, fish buyers 
 
INTRODUCTION 
Middlemen are individual/business 
concerns who performs various marketing 
functions involved in the purchase and sale 
of goods from producers to consumers. 
They are classified as commission agents, 
brokers, wholesalers and retailers. 
Customers are people who buy goods or 
services from a shop/store or business, or 
those who uses bank, while fishermen are 
people who catch fish on full time basis or 
as part time activities. 
Middlemen most especially those that are 
found in  local markets within Northern 
part of Nigeria are seen as people that 
exploit the farmers, herdsmen, fishermen 
e.t.c, because this people are not allowed 
to sell their produce, goods, or animals 
directly to the customer. Asfaq and Raza 
(2008) explained that “the middlemen play 
the role of an institution between 
producers and consumers, but in Pakistan 
it is perceived that the role of middlemen 
is a bit exploitative and detrimental to the 
interest of farmers. Farmers sell their 
produce to the middlemen at cheaper rates 
mainly because they do not have direct 
access to markets. It is the middlemen who 
control market prices”. Likewise Olalo 
(2001) in his research on production, 
accessibility, marketing and consumption 
pattern of fisheries in Manila stated that 
“in general there are four types of 
middlemen engaged in the marketing of 
aquatic products in the country, Brokers, 
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Wholesalers, Wholesalers-retailers and 
retailers, Metro Manila in Luzon is the 
biggest market for products from 
aquaculture. A high percentage of products 
from three major islands of Luzon Visiyas 
and Mindanao are channeled to brokers, 
wholesalers and retailers, resulting in the 
higher landed prices of aquatic products 
that place them beyond the reach of urban 
poor consumers even those in metro 
Manila”. 
The Northern Nigerian middlemen carry 
different names:Yankamasho or Yan acha 
are used for buying brokers and Dillali for 
sellers. In the Doro Baga fish market there 
are two brokers that is the buying and the 
selling brokers, these brokers don’t have 
money to buy nor fish to sell. The role this 
brokers play in this fish market as 
explained by Usman  (2009), the selling 
brokers (Dillali) who form the majority of 
the middlemen play various roles, these 
includes standing in for the fishermen who 
come to sell their fish (to fix price based 
on demand and supply, and to sell it) and 
what they gain is the commission. Selling 
brokers lend money to fishermen who 
have financial difficulty in buying fishing 
gears with the agreement that after the 
catch, the fisherman would bring the fish 
to the lender to sell and deduct his money 
from the sales. The selling brokers also 
assist the fishermen with foodstuff and 
cooking utensils, they also provide 
accommodation to the fishermen when 
they are return from landing sites. Selling 
brokers also take care of the unsold fish of 
the fishermen. While the buying brokers 
assist people that come to buy fish 
especially those coming for the first time, 
they negotiate on behalf of the buyers 
(customers) and at the end when the 
buyers are satisfied he/she would buy and 
give some little amount to the buying 
broker (yan acha), not on commission but 
on the wish of the buyer. 
Most of our markets in Nigeria is owned 
or developed by the government, likewise 
the Doro Baga fish market, but it’s only 
the selling brokers that own shade in this 
market, fishermen don’t have the right to 
have a shade in order to sell their fish 
when they  return from landing sites. So 
the fishermen have to pass through these 
middlemen. “The role of middlemen is 
very complicated in the marketing chain, 
they are the most powerful players and set 
the rules, farmers and other players of the 
chain such as consumers and processors 
have to depend on them (Asfaq and Raza 
2008). This paper examined the responses 
of the fishermen and fish buyers 
(customers) on the selling brokers (Dillali) 
and at the same time identifies their 
problems with selling brokers and proffer 
solutions. 
 
 
METHODOLOGY 
The survey was carried out with the aid of 
structured questionnaire, and oral 
interview with the fishermen as well as the 
fish buyers. Stratified random sampling 
technique was used in selecting the 
samples. A total of 240 respondents were 
used as samples, 120 from fishermen and 
120 from the fish buyers. Descriptive 
statistics was used to analyze the data. 
However, secondary sources of 
background information were also 
gathered from research papers, journals 
and reports. 
 
RESULTS AND DISCUSSIONS 
Selling of fish through Brokers 
 The result shows that the fishermen of the 
Lake Chad portion of Kukawa Local 
Government, highly depend on these 
brokers, they don’t have any alternative 
than to sell through the brokers as shown 
in chart 1., 75% of the fishermen stated  
that “the fishing gear, boat and other 
fishing accessories are supplied by the 
brokers”, while 15.8% explained that the 
shade in the market are not owned by the 
fishermen but rather the brokers, that is 
why they have to go through the brokers, 
and 9.2% believed that selling through 
brokers gives them the assurance that their 
fish is secured and the brokers can deduct 
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their money  lend to the fisherman after 
the sales. 
 
The importance of the Brokers  
When the fish buyers were asked about the 
importance of the brokers in the market,  
the consumers (those that buy directly for 
consumption) have a resentful expression 
on the brokers, while those who buy in 
bulk to sell in other parts of the country 
commended the efforts of the brokers, 
8.34% of the fish buyers look at the 
brokers as people who reap what they 
didn’t plant, they create confusion during 
transaction they were of the opinion that 
they are not important, 15.8% believed 
that the brokers know all about fish 
marketing very well and they convince 
them to buy the fish. While 55% of the 
buyers were of the opinion that brokers 
keep the business flow through the loans 
they give to the fishermen and 20.84% of 
the buyers explained that when you buy 
fish through these brokers you are sure you 
are not buying a stolen fish. 
Buying and Selling of fish without the 
Brokers 
The fishermen prefer to sell their fish 
through the brokers when they where 
asked, if they prefer to sell it directly to the 
customer without the interference of the 
brokers. They believed that they are 
scattered all over the areas of the lake. Fish 
buyers cannot have access to them due to 
bad road, and their experience in 
marketing shows that, they don’t have any 
option as viewed by 62.5% of the 
fishermen as shown in chart 2. This 
corresponds with the work of Asfaq and 
Raza in which they explained that “in most 
cases direct marketing by individual 
producers becomes impossible due to 
small marketable surplus. Consumers 
cannot contact growers directly as crops 
scattered over a vast landmass are in 
accessible due to poor condition of farm-
to-market roads and inadequate 
transportation system”’. 22.5% of the 
fishermen explained that the brokers study 
the market, they know when to sell and at 
the end they sell at a good price. While 
15% depend on the brokers most a times 
they send their fish to their brokers and the 
brokers would sell and send or keep the 
money for them. The absence of brokers in 
the market means that when they were not 
able to sell their fish that very day, it 
means they have to look for place to keep 
their unsold fish and that very market day 
they suppose to get back to their working 
places. At the same time when they 
brought their fish in the market, it is the 
brokers that do everything including their 
feeding and accommodation if they are to 
pass the night. That is why the brokers are 
very important in this market. 
While on the other hand, 75.8% of the fish 
buyers especially those buying in bulk to 
sell in other parts of the country prefer to 
buy through the broker because of 
security. If they are to buy directly from 
the fishermen, they are liable to buy stolen 
fish, and at the end they will suffer the 
consequences. The brokers atimes stand in 
for the bulk buyer for few days if he is 
expecting his money from other part of the 
country. These are the advantages they 
enjoy from the brokers. 24.2% of the fish 
buyers prefer to deal directly with the 
fishermen, to them it would be faster and 
the issue of exploitation would not even 
arise. From these, one can deduce that 
despite the fact that brokers are seen as 
people that take the advantage of both the 
people that brought their produce or 
product to the market and the people 
buying, they are still very important in the 
area of security, because when one buys 
stolen fish from a broker, it is the broker 
that would be held responsible. 
Government intervention in fixing Fish 
prices 
Looking at developed countries for 
example, certain products if not all are 
being regulated by the government in 
terms of prices, likewise in the developing 
countries, certain products that are scarce 
are also being regulated by the 
government, petroleum for example being 
a scarce product government have to 
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regulate the price. If that is the case, 
freshwater fish is another natural product 
which is very scarce. As shown on chart 3. 
96.7% of the fishermen insist on the 
brokers selling their fish than the 
government to fix price per kilo or carton, 
they stated that “the fishing gear and other 
materials for fishing are provided by the 
brokers, so brokers will not even agree 
with the idea of government fixing prices. 
While 3.3% of the fishermen suggested 
that if government would give them the 
fishing gears and other necessary 
materials, they would welcome the idea 
just as their counterpart in Mali, according 
them; there is a standard net which is 
provided by the Malian government for 
fishermen. The government gives license 
to the fishermen and fishing gears as loan. 
There is a standard price per kilogram of 
fresh fish or processed fish. The problem 
of these fishermen is finance. 
On the side of the fish buyers, 16.6% 
accepted government fixing the price but 
on the condition that there would be 
sincerity on the side of the government, 
9.2% believed that government would not 
even do that, because the government is 
not bothered with the affairs of the 
fishermen. While 44.2% believed that it 
would be possible if government would 
provide all the necessary things the 
fisherman needs, and 30% of the fish 
buyers stated that they don’t want 
government to interfere with their 
business.  
Exploitation by the Selling Brokers 
Brokers are seen as people that take the 
advantage of those that come to sell in the 
market because the sellers do not have the 
right to sell, they know most of the 
information about marketing and the seller 
doesn’t know the customers in the market 
and at the same time the customers that 
come to buy would not have access to the 
seller except the brokers and what so ever 
the price the broker fix becomes the final 
price, plus his commission, that is why the 
broker is always seen as being exploitive. 
All the fishermen are of the opinion that 
the brokers are not exploitive or they don’t 
exploit them, their business is established 
based on trust. While on the other side 
28.4% of the fish buyers are of the opinion 
that brokers are too exploitive because 
some of the brokers are greedy, 71.6% 
believed that the brokers don’t exploit 
them but rather they do sell based on 
demand and supply of the fish. What can 
be observed here is that those that come to 
buy occasionally that is the direct 
consumer complain on the brokers being 
exploitive than those buyers that are 
always in the business. 
Problems of Fishermen, Fish buyers 
with Brokers 
On the side of the fishermen their problem 
is not quite much, in the sense that, fish is 
always a scarce resource, selling it is never 
a problem, only that sometimes one is new 
in the system he finds it very difficult to 
get the trust of the broker in terms of 
getting loan to buy fishing gears. While 
fish buyers especially those that are buying 
to sell in other parts of the country some 
times their money doesn’t come 
immediately and the brokers will not allow 
them to take the fish, they can only give 
them grace of two to three days to bring 
the money before carrying the fish, this is 
a major constraint to them. If other 
products in the marketing industries can be 
given to a wholesaler and he brings the 
money after the sell, Why not in fish 
business?  
 
CONCLUSION  
It is noted that, despite the selling, brokers 
are still criticized of exploiting the 
customers (fish buyers) most especially 
those buying directly for consumption, 
selling  brokers are still very important in 
the marketing of fish in the Doro Baga fish 
market. They provide fishing materials to 
the fishermen; they also help the bulk 
buyers by giving the grace of two to three 
days when they don’t have money(the fish 
would be kept for them), and when one is 
buying fish from the selling brokers one is 
sure he/she is not buying stolen fish.  
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RECOMMENDATION                  
 When there is a strong relationship 
between the fishermen, selling brokers and 
fish buyers, it would solve the problem of 
distrust among them. Brokers should give 
loans to the new fishermen; brokers should 
allow the bulk buyers to sell before 
bringing the money. Government can also 
solve these problems through loans to the 
fishermen and control the prices of fish in 
the fish market in Doro Baga.
 
 
  
Chart 1 Selling through Brokers 
Frequency
our fishing gear is supplied by the brokers
we don’t have stand in the market  
Security of our fish and deduction of loans
Total
 
Source: Field survey 2010 
 
 
Chart 2.Impotance of the Brokers 
Frequency
our fishing gear is supplied by the brokers
we don’t have stand in the market  
Security of our fish and deduction of loans
Total
 
Source: Field survey 2010 
 
 
 
Chart 3: Opinion of fish buyers in government fixing fish prices 
Frequency
We prefer the government to intervene in fixing
fish prices
Government would not even intervene
It would work when government gives loan to
the fishermen
We dontneed government to interfare with our
business
Total
 
 Source: Field survey 2010 
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